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The transformation of Unilever is well underway

There are significant untapped opportunities

There is still more to do

Key takeaways
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Continuing to build a track record of superior, consistent performance 



Our strategy is clear and well understood

One Unilever TodayConglomerate

2005
Pre-One 
Unilever

2007
One 

Unilever

2008
a/hΩǎ

http://en.wikipedia.org/wiki/File:Aw2010arrowlogo.gif
http://www.nationalstarch.com/NationalStarch/Home.htm
http://images.google.co.uk/imgres?imgurl=http://www.unilever.de/Images/mazola_logo_106x106_tcm89-81030.jpg&imgrefurl=http://www.unilever.de/ourbrands/foods/&usg=__VdIG5_KGPsTllwuPybuDkuEjQX4=&h=106&w=106&sz=6&hl=en&start=3&um=1&itbs=1&tbnid=FqdMlC_aYZYVfM:&tbnh=84&tbnw=84&prev=/images?q=mazola+logo&hl=en&sa=N&um=1
http://images.google.co.uk/imgres?imgurl=http://www.soton.ac.uk/chemistry/alumni/media/quest.bmp&imgrefurl=http://www.soton.ac.uk/chemistry/alumni/alumni_ros.html&usg=__fx-S1OI0CO-gU5bfEeB6iNu2-OU=&h=187&w=256&sz=141&hl=en&start=5&um=1&itbs=1&tbnid=9JESv3fMIrayVM:&tbnh=81&tbnw=111&prev=/images?q=Quest+International+chemicals&hl=en&sa=N&um=1


The USLP is an integral part of our business model

Ĺ40bn

Ĺ80bn

environmental impact

Ĺ44bn

Doubling the size of the business, 
reducing the environmental impact Unilever Sustainable Living Plan



We have a business model that works
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Embedding the virtuous circle of growth Financial Growth Model



Our innovations are bigger, better and faster 

Faster roll-outs

10+ countries roll outs
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Bigger innovations Better quality
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Top 10 projects Ⱥturnover

20%



Our strategy is enhanced by bolt -on acquisitions

Last 10 years

180
disposals

27
acquisitions

M&A is now accretive to turnover - the first time in 10 years

Ĺ5bn spent on acquisitions:

Ą 14 acquisitions

Ą 7 in emerging markets

Ą >80% Turnover in PC

2009 - Today



We are leveraging global scale in IT and services

From:

To:

Decentralised Internally focusedFragmented systems

>200

Core ERP platform

4 ERP / 1 Global HR

Centralised

Enterprise Support

Connected to customers

and suppliers

Benefit Speed, transparency 

and compliance

Disciplined approach, 

better service, lower cost

Better customer service,

shopper insights

New technology enabling new ways of working ðreducing cost and carbon



Repositioning IT to help drive growth

Improving coverage, quality 
of information and insights 

in traditional trade

Å More stores

Å More perfect stores
Å Integrated in 6 months

Å Global Digital capability

Å Global partnerships

Å Common technology 
platform

Supporting Customer
Development

Fast integration of 
acquisitions

Supporting Brands



Home Care

Personal Care

Refreshment

Food
s

8 clusters

A more effective organisation îfaster, fewer touchpoints

Achieving the benefits of scale whilst ensuring local proximity



There are significant untapped opportunities



Winning with brands and innovation1

Winning in the marketplace2

Winning through continuous improvement3

Winning with people4

And there is still substantial work to be done
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Strengthen brands and innovation

Need for bigger, better 
innovation

Build stronger 
brands

Drive mix through 
premiumisation

1



Step-up in -market execution

Drive market 
development

Perfect stores: 
continue to roll -out

Drive channels: 
ą drugstores & pharmacy

2



Further drive continuous improvement

Rigorous control 
end-to -end SC costs

Maximise return on 
investment

Maximising global 
scale and local agility

3



Performance culture

Continuously raise 
the bar

4

Fully aligned 
organisation

Reward linked to 
performance


